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Figure G. PSYCHIC TELE-VIEWER or HYPNO-PHONE. Write 
message on sheet of paper. Then concentrate on message with an- 
other sheet of paper, rolled into the shape of a cone, as shown above. 
This cone-shaped viewer is called a Psychic Tele-Viewer or Hypno- 
Phone. 


The results of these experiments are summarized in a table. 
There were twenty-five experiments in all, of which nineteen 
(75% ) were successes. In one of these experiments, Dr. Gibert 
actually succeeded in hypnotizing the subject from a distance of 
three-quarters of a mile, and made her walk through the streets 
of Le Havre to his house. 


GETS RID OF BAD EMPLOYEE THROUGH 
LONG-DISTANCE HYPNOSIS 


“The president of a company that I had been helping was 
dissatisfied with his sales manager,” writes Claude Bristol, in 
The Magic of Believing," “but because of many years of service 
did not wish to discharge him. ‘I was at my wit’s end,” he told 
me, ‘when I suddenly got the idea that I could suggest to him 


* Claude, Bristol, The Magic of Believing (Englewood Cliffs, N.J.: Prentice- 
Hall, Inc., 1948). 
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mentally that he ought to resign his job and become a salesman 
instead of remaining as manager. I thought about it for hours 
one night, but I nearly fell off my chair when the first thing next 
morning he came into my office, saying that he would like to 
resign as manager as he felt that he could make more money 
by getting out on the street as a salesman. I don’t know whether 
I was guilty of using some sort of magic, but my conscience is 
clear, because the man today is making twice as much money 
as he did when he was sales manager, and he’s much hap- 
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pier... . 


SALESPEOPLE USE HYPNOSPELLS 


Mr. Bristol continues: “A successful book saleswoman told 
me that if she was satisfied that a customer had the money and 
really wanted to purchase a book, but was hesitating between 
two choices, she would keep repeating to herself, but directing 
her thought to the customer, the title of the one best suited to 
that customer. She added that many of her sales were made by 
thought-directive power. 

“An automobile executive told me that when he had a pros- 
pect who had the money to purchase, he (would always broad- 
cast a silent message to buy) and the prospect did.” 


TELEPHONE TELEPATHY AND YOUR MENTAL 
“WALKIE-TALKIE” 


In a sense, there are two kinds of telepathy: telephone telep- 
athy, in which the other party is aware that you are sending 
him a message; and hypnotic telepathy, in which you are send- 
ing to an unsuspecting person. Awareness makes all the differ- 
ence—for without this knowledge, another person will think 
your thoughts are his own. In both circumstances, the modes 
of transmission are the same. 

If you happen to know someone who can also send and re- 





